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DETAILED ACTION 

1 . The following is a Non-Final Office Action in response to the communication 
received on December 8, 2000. Claims 1-69 are now pending in this application. 

Information Disclosure Statement 

2. The examiner has reviewed the patents supplied in the Information Disclosure 
Statement (IDS) provided on March 4, 2002. 

Claim Rejections - 35 USC §112 

3. The following is a quotation of the second paragraph of 35 U.S.C. 1 12: 

The specification shall conclude with one or more claims particularly pointing out and distinctly 
claiming the subject matter which the applicant regards as his invention. 

4. Claims 16 and 20 are rejected under 35 U.S.C. 112, second paragraph, as being 
indefinite for failing to particularly point out and distinctly claim the subject matter which 
applicant regards as the invention. 

Claim 16 recites, "...displaying at least one alternative from various alternatives 
available to the user..." It is unclear what the word, alternative, is modifying. In other 
words, alternative what? 

Claim 20 recites, "...providing flexibility to an administrator to modify user profile 
information..." It is unclear how flexibility is provided. For example, is flexibility 
provided through a specific functionality of the system or through a specific user 
interface feature or through the global accessibility afforded by the Internet? 
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Claim Rejections - 35 USC § 102 

5. The following is a quotation of the appropriate paragraphs of 35 U.S.C. 102 that 
form the basis for the rejections under this section made in this Office action: 

A person shall be entitled to a patent unless - 

(e) the invention was described in (1) an application for patent, published under section 122(b), by 
another filed in the United States before the invention by the applicant for patent or (2) a patent 
granted on an application for patent by another filed in the United States before the invention by the 
applicant for patent, except that an international application filed under the treaty defined in section 
351 (a) shall have the effects for purposes of this subsection of an application filed in the United States 
only if the international application designated the United States and was published under Article 21 (2) 
of such treaty in the English language. 

6. Claims 1-69 rejected under 35 U.S.C. 102(e) as being anticipated by Johnson et 
al. (U.S. 6,067,525). 

As per claim 1, Johnson et al. discloses a method for tracking deals using a web- 
based system including a server system coupled to a centralized interactive database 
and at least one client system, said method comprising the steps of: 

receiving deal information into a centralized database (col. 4, lines 21-51; The 
system utilizes a lead generation component where lead information is stored in a 
database.); 

storing the deal information into various sub-sections of the centralized database 
and cross-referencing the deal information against a unique identifier for easy retrieval 
and update (col. 4, lines 21-51; col. 7, lines 20-28; The system utilizes a data 
component comprises of multiple databases that interact and cross-reference each 
other.); and 

retrieving the deal information from the centralized database in response to an 
inquiry to provide a current status of the deal (col. 8, lines 22-34; col. 8, line 65-col. 9, 
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line 6; Figure 2; The sales system allows users to store and retrieve data from the 
various databases.). 

As per claim 2, Johnson et al. discloses a method according to Claim 1 wherein 
said step of receiving deal information further comprises the step of organizing deal 
information into various sub-sections of the database (col. 20, lines 30-48; The system 
utilizes a contact management module with a relational data architecture to organize 
deal information.). 

As per claim 3, Johnson et al. discloses a method according to Claim 1 wherein 
said step of receiving deal information further comprises the step of adding at least one 
of New Contacts, Notes regarding a specific Contact, Action Items with reference to a 
specific Contact, Products, and Product Tables (col. 6, lines 16-48; col. 13, lines 7-24; 
The system manages various contact/customer information.). 

As per claim 4, Johnson et al. discloses a method according to Claim 3 wherein 
said step of adding new contact information further comprises the steps of adding at 
least one of a Contact Name, a Title, a Company Name, a Company Address including 
a City Name, a State, and a Zip Code, a Phone Number, a Fax Number, an E-Mail 
address, Deal Status, Deal Amount that can be realized if the deal is closed, Probability 
of Sale, Expected Close Date, Open Action Items, a Promotion Code, a Contact Source, 
a Line of Business, a number of Employees and Sales Volume of the business (col. 13, 
lines 7-24; Users can add various contact information to the system.). 

As per claim 5, Johnson et al. discloses a method according to Claim 1 wherein 
said step of storing the deal information further comprises the step of updating at least 
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one of a Contact Name, a Title, a Company Name, a Company Address including a City 
Name, a State, and a Zip Code, a Phone Number, a Fax Number, an E- Mail address, 
Deal Status, Deal Amount that can be realized if the deal is closed, Probability of Sale, 
Expected Close Date, Open Action Items, a Promotion Code, a Contact Source, a Line 
of Business, a number of Employees and Sales Volume of the business, Notes, Action 
Items, Products, Database Sub-sections, Deal History, Contact Information, various 
Management reports, and other relevant information about the Deal (col. 13, lines 7-24). 

As per claim 6, Johnson et al. discloses a method according to Claim 5 wherein 
said step of updating the deal information further comprises the steps of: 

adding and deleting individual records and editing the deals and deals related 
information (col. 10, lines 21-39; col. 20, lines 30-48; col. 29, lines 21-35; The system 
automatically updates deal-related information.). 

As per claim 7, Johnson et al. discloses a method according to Claim 5 wherein 
said step of updating the deal information into the centralized database further 
comprises the step of entering the deal information online (col. 10, lines 55-58; col. 11, 
lines 8-10 and 48-57; Figure 3; The system's modules are accessible via the Internet.). 

As per claim 8, Johnson et al. discloses a method according to Claim 5 wherein 
said step of updating the deal information further comprises the step of entering 
information at least through one of a voice activation command and a device connected 
to the client system (col. 6, lines 49-63; col. 7, lines 29-42; The system is based on a 
client server architecture, where the modules are accessible via a client.). 
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As per claim 9, Johnson et al. discloses a method according to Claim 1 wherein 
said step of storing the deal information further comprises the steps of: 

tracking the deal information on a real time basis and storing the deal information 
on a real time basis by updating stored information by adding the new information to the 
centralized database on a real time basis to provide up-to-date deal information 
instantaneously to the user upon a request (col. 1 1 , lines 39-47). 

As per claim 10, Johnson et al. discloses a method according to Claim 1 wherein 
said step of retrieving the deal information in response to an inquiry further comprises 
the steps of: 

downloading requested information from a server system and displaying at least 
one of Notes, Action Items, Products, Database Sub-Sections, Deal History, and 
Contact Information through various management reports on a client system in 
response to the inquiry (col. 9, lines 46-53; col. 13, lines 25-35; col. 21, lines 40-51). 

As per claim 1 1 , Johnson et al. discloses a method according to Claim 1 wherein 
said step of retrieving the deal information further comprises the steps of: 

printing requested information in a pre-determined format and printing at least 
one of management report regarding Descriptions, Contacts, Action Items, Activities, 
Sales Funnel, Sales Forecast, Won and Lost Deals, Products and Exporting Contact 
Data (col. 12, line 66-col. 13, line 6). 

As per claim 12, Johnson et al. discloses a method according to Claim 1 wherein 
said step of retrieving the deal information further comprises the step of providing the 
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deal information to the user (col. 8, lines 22-34; col. 8, line 65-col. 9, line 6; Figure 2; 
The sales system allows users to store and retrieve data from the various databases.). 

As per claim 13, Johnson et al. discloses a method according to Claim 12 
wherein said step of providing the deal information further comprises the steps of: 

receiving an inquiry from the client system and displaying information on the 
client system (col. 13, lines 7-35). 

As per claim 14, Johnson et al. discloses a method according to Claim 13 
wherein said step of receiving an inquiry from the client system further includes the step 
of submitting a request through at least one of pull down menus, check boxes, and 
hypertext links (col. 23, lines 64-67; col. 26, lines 39-53; The system uses standard 
application interfaces such as menus and hyperlinks.). 

As per claim 15, Johnson et al. discloses the method according to claim 13 
wherein said step of displaying information further includes the step of displaying an 
HTML document downloaded by the server system (col. 10, lines 55-58; col. 1 1 , lines 8- 
10 and 48-57; Figure 3; The system's modules are accessible via the Internet.). 

As per claim 16, Johnson et al. discloses a method according to Claim 13 
wherein said step displaying further comprises the step of displaying at least one 
alternative from various alternatives available to the user (col. 13, lines 7-35). 

As per claim 17, Johnson et al. discloses a method according to Claim 10 
wherein said step of downloading the information in response to the inquiry further 
comprises the steps of: 
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accessing the centralized database, searching the database regarding the 
specific inquiry, retrieving information from the database and transmitting the retrieved 
information to the client system for display by the client system (col. 8, lines 22-34; col. 
8, line 65-col. 9, line 6; Figure 2; The sales system allows users to store and retrieve 
data from the various databases using a client computer.). 

As per claim 18, Johnson et al. discloses a method according to Claim 10 
wherein said step of downloading further comprises the step of downloading extracted 
deal information and other relevant data into at least one of a database software and a 
financial spread sheet software (col. 12, lines 43-57; col. 13, lines 25-35; col. 15, lines 
30-41; The system integrates with various contact management and presentation 
programs.). 

As per claim 19, Johnson et al. discloses a method according to Claim 1 wherein 
said step of receiving further comprises the step of receiving data extracts from at least 
one of a database software and a financial spread sheet software (col. 12, lines 43-57; 
col. 13, lines 25-35; col. 15, lines 30-41; The system integrates with various contact 
management and presentation programs). 

As per claim 20, Johnson et al. discloses a method for tracking and managing 
deals using a web-based system including a server system coupled to a centralized 
interactive database and at least one client system, said method comprising the steps 
of: 

setting up the user's organizational hierarchy through enrollment process and 
then (col. 20, lines 30-48; The system includes a contact management module that 
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allows a user to establish relationships of contacts, channels and organizations using a 
relational data architecture.): 

maintaining database by adding, deleting and updating information (col. 4, lines 
21-43; col. 5, lines 51-64; The system utilizes a data component which consists of 
several inter-related databases. Uses add, delete and update information in these 
databases.); 

tracking action items according to assigned priorities (col. 5, lines 51-64; col. 19, 
line 64-col. 20, line 7; Users track the status of items.); 

generating management reports (col. 26, lines 39-53; Figure 13; The system has 
a reporting module that allows users to generate various management reports.); and 

providing flexibility to an administrator to modify user profile information (col. 16, 
lines 37-63; col. 20, lines 20-23). 

As per claim 21 , Johnson et al. discloses a method according to Claim 20 further 
comprising the step of providing online help to the user by downloading a user manual 
on to a client device (col. 6, line 64-col. 7, line 14; col. 21, line 52-col. 22, line 54; The 
system provides online training to users.). 

As per claim 22, Johnson et al. discloses a method according to Claim 20 
wherein said step of setting up the user's organizational hierarchy through enrollment 
process further comprises the steps of: 

providing information about a user, the user's company, number of users 
planning to utilize the method, a name of an administrator and other related information, 
and payment information including a credit card number, billing address, credit card 
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type, credit card expiration date (col. 5, lines 13-30; col. 6, lines 16-48; col. 9, lines 26- 
53; Figure 2; The system includes several modules that are set up with information to 
aid the user in using the system.); and 

providing information about the user's sales organization including sales 
territories, information about each sales representative and associated sales territory 
each sales representative is assigned to, and reporting relationship among sales 
territories (col. 20, lines 8-13; The system allows users to enter and manage territory 
information.). 

As per claim 23, Johnson et al. discloses a method according to Claim 20 
wherein said step of setting up the user's organizational hierarchy through enrollment 
process further comprises the steps of: adding another territory, renaming a territory, 
adding another user and updating a user (col. 20, lines 8-13; The system allows users 
to enter and manage territory information.). 

As per claim 24, Johnson et al. discloses a method according to Claim 20 
wherein said step of generating management reports further comprises the step of 
generating at least one of Descriptions Report, Contacts Report, Action Items Report, 
Activities Report, Sales Funnel Report, Sales Forecast Report, Won and Lost Deals 
Report, and Products Report (col. 9, lines 46-53; col. 21 , lines 40-51 ; Figure 13). 

As per claim 25, Johnson et al. discloses a method according to Claim 20 
wherein said step of providing flexibility to an administrator further comprises providing 
option to the administrator which includes at least one of changing company profile 
option, changing payment information option, changing organization structure option, 
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updating users option, changing administrator option, and updating product table option 
(col. 7, line 65-col. 8, line 21 ; col. 8, lines 59-64; col. 20, lines 8-48; The system includes 
a self management module that allows the user to perform various administrative 
functions.). 

As per claim 26, Johnson et al. discloses a method according to Claim 20 
wherein said step maintaining the database by adding, deleting and updating 
information further comprises the step of maintaining at least one of a Contact Name, a 
Title, a Company Name, a Company Address including a City Name, a State, and a Zip 
Code, a Phone Number, a Fax Number, an E- Mail address, Deal Status, Deal Amount 
that can be realized if the deal is closed, Probability of Sale, Expected Close Date, 
Open Action Items, a Promotion Code, a Contact Source, a Line of Business, a number 
of Employees and Sales Volume of the business, Notes, Action Items, Products, 
Database Sub-sections, Deal History, Contact Information, various Management 
reports, and other relevant information about the Deal (col. 13, lines 7-24; col. 20, lines 
8-48; Users can add, update, delete various contact information to the system.). 

As per claim 27, Johnson et al. discloses the method according to Claim 20 
wherein the client system and the server system are connected via a network and 
wherein the network is one of a wide area network, a local area network, an intranet and 
the Internet (col. 10, lines 55-58; col. 11, lines 8-10 and 48-57; Figure 3; The system's 
modules are accessible via the Internet.). 

The limitations of claims 28-69 are substantially similar to those of claims 1-27. 
Therefore, claims 28-69 are rejected on the same basis provided for claims 1-27. 
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Conclusion 

7. The prior art made of record and not relied upon is considered pertinent to 
applicant's disclosure. 

• Ayyadurai (U.S. 6,668,281 ) discusses a relationship management system; 

• Archived version of www.salesforce.com, March and August 2000 [retrieved from 
www.archive.org] discusses a web-based application that facilitates the sales 
process for sales agents; 

• "Salesforce.com Reaches 1000 Customers In First Month," PR Newswire, March 
10, 2000 [retrieved from Proquest] discusses some features ofsalesforce.com; 

• Apicella, Mario. "UpShot ESP: Workspace for closing deals," InfoWorld, Sep 25, 
2000 [retrieved from Proquest] discusses a customer relationship management 
application; 

• Uiterwijk, Julie et al. "Workgroup sales-force automation : Riding the sales 
revolution," InfoWorld, Oct 5, 1998 [retrieved from Proquest] discusses sales 
force automation tools; 

• "The 1996 software guide: Targeting and reaching the right customers more 
effectively," Direct Marketing, Jun 1996 [retrieved from Proquest] discusses 
software products for sales and marketing; 

• Varney, Sarah. "Arm your salesforce with the Web," Datamation, Oct 1996 
[retrieved from Proquest] discusses sales force automation applications used 
with the Internet; and 
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• Wilburn, Gene. "Contact managers help you keep track of business associates," 
Toronto Star, Jun 2, 1994 [retrieved from Proquest] discusses ACT!. 

Any inquiry concerning this communication or earlier communications from the 
examiner should be directed to C. Michelle Colon whose telephone number is 703-605- 
4251 . The examiner can normally be reached Monday - Friday from 8:30am to 
5:30pm. 

If attempts to reach the examiner by telephone are unsuccessful, the examiner's 
supervisor, Tariq Hafiz, can be reached at 703-305-9643. 

Any inquiry of a general nature or relating to the status of this application or 
proceeding should be directed to the receptionist whose telephone number is 703-308- 



1113. 



Any response to this action should be mailed to: 



Commissioner of Patents and Trademarks 



Washington O.C. 20231 



or faxed to: 



703-872-9306 



[Official Communications; including After Final 



communications labeled "Box AF"] 



703-746-7202 



[For status inquiries, draft communication, labeled 



Proposed" or "Draft"] 
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Hand delivered responses should be brought to Crystal Park 5, 2451 Crystal 
Drive, Arlington, VA 7 th floor receptionist. 




August 12, 2004 



